INSERT BUSINESS NAME HERE


Slide 1 (IF THIS IS A PARTNERSHIP, INDICATE ON EACH SLIDE WHO IS SAYING WHAT—SEE EXAMPLE BELOW):

Matt:.

Josh: 

Ian:  

For the entire presentation, you only have 6 minutes.  Keep that in mind as you are putting together your speech cards, and make sure that you time yourselves.

Slide one is an opportunity to introduce yourself, your business idea and to get the investors excited about your product.  Remember, the powerpoint should simply include bullets of what you want to say, the speech cards are where you want to include all of the information.

Begin by saying your name, title, and how you are qualified for that position.  Then introduce your business.  Tell the investors why you wanted to start this business.  Is there an interesting fact that they should now that might grab their attention?  If you have a product sample, this slide might be when you pass it out.

Slide 2 (NAME):

Describe your business!  Be very clear.  What are you doing?  If it is a product, explain the product.  What is it?  Where will a customer purchase it?  How will it be delivered? If it is a service, how does it work?  Who is involved? The more information, the better, don’t be afraid to spend a lot of time on the first few slides.  You want to get the investors to believe in you and your business.

You don’t need to say anything about the type of business or legal structure, the investors can read it from the slides.

Slide 3 (NAME):

List out 2-3 short and long term goals. As in your business plan, be specific when you talk about when they will happen by.  Why are these your goals?  How are you going to work to make them happen?

Slide 4 (NAME):

Only spend a few seconds talking about your competitors.  You want the investors to know that you do realize that you have competition, but really talk about why you are different, and what your competitive advantages are.  

Slide 5 (NAME):

Here, you want the investors to realize that you have many potential customers.  Use the numbers from your business plan!  For example:

Our target market is upstate NY.  According to 2004 census data, there are 2,500,000 people living in upstate NY . If only 1% of the population are musicians, then we would have over 25,000 potential customers!

You will list out the answers to the question on the powerpoint, but you do not need to talk about each of the bullets—the investors will see them on the slide—for your speech cards, highlight what you think is most important.

SLIDE 6 (NAME):

Tell the investors how you are going to reach your customers.  This should go way beyond flyers in school and word of mouth. If you have already done some of the groundwork, talk about it!  If you plan on selling through an existing store, and they have already talked to you and agreed to sell your product—mention the store, talk about the arrangement!! The more you can tell the investors about what you have already done, the better!

SLIDE 7 (NAME):

Do NOT read through the chart line by line.  You will lose the attention of the audience and the investors.  Mention the definition of one unit, the selling price, and the gross profit.  For example:

One unit is a gift basket.  We sell it for $14, and after deducting the labor and supply costs, we have a profit of $6.50 for each basket!

SLIDE 8 (NAME):

Again, do not read this line by line.  Just mention the highlights, and why you put the numbers the way that you did.  For example:

As you can see, we did not make any sales in January and February.  We will begin selling in March, and our sales will go up in any month with a holiday, since that is when we believe people will purchase gift baskets.  

SLIDE 9 (NAME):

Again, just read the highlights.  For example:

Again, the definition of one unit is one gift basket.  You can see the list of what goes into a standard gift basket.  The total cost of supplies for a standard gift basket is $7.25.

Slide 10 (NAME):

Depending on your type of business, you may not need this slide.  Speak with your instructor and program manager about this.  Again, you will not read this line by line.  For example:

Listed are our monthly fixed costs.  When we add in any monthly variable costs, our total operating costs in a month are $22.52.

Slide 11 (NAME):

Again, do not read this line by line.  Keep it simple.  For example:

As you can see, in a month, we will sell an average of 6 baskets.  After factoring in all of our costs, our net monthly profit would be $99.53.

In a year, we project selling 57 baskets.  Our net profit will be $1,450.22 after accounting for expenses and taxes.

Slide 12 (NAME):

Highlight the most important pieces of your start up investment, you do not need to talk about each item.  For example:

To start up our business, we need supplies to create 8 baskets, printing for our brochures and business cards, as well as shipping materials and other required items.  Together, the total start up cost is $1,200.

Slide 13 (NAME):

What is your financing strategy?  Clearly tell the investors how much you are putting in, how much anyone else might be putting into it and how much you are asking them for.  For example:

I will be putting in $100 of my own money, and my parents are also contributing $100.  That means that we are asking the investors for $1,000 today.

Slide 14 (NAME):

Take this opportunity to thank the investors, and remind them of how much you are asking for.  For example:

Thank you for your consideration of Heather’s Awesome Baskets—where every basket includes a piece of home.  Again, I am asking you today for $1,000.
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